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Mike Heisman speaks to Georgia Southern entrepreneurship 
class 
March 23, 2012 
On March 8th Founder and CEO of Metjet, Inc. – Michael Heisman spoke to 
students in two of Georgia Southern University COBA’s entrepreneurship classes. Jim Williams, the Chair of the Advisory 
Council for the Center for Entrepreneurial Learning and Leadership, hosted Heisman during his lecture.  Dr. Jerry W. 
Wilson, Chair of Management, Marketing, and Logistics Department introduced Heisman who was one of his students 
that graduated in 1999 from Georgia Southern with a major in logistics. 
Heisman enjoyed his college career. After graduating from Georgia Southern he determined this was the time in his life 
to aggressively learn as much as he could from his jobs in the logistics industry.  So he was willing to work 100 hours a 
week in order to gain experience. This resulted in moving 11 times for job promotions or new job offers in a great variety 
of the logistics industry. With a passion for aviation, experience in the transportation sector and a logistics background, 
Heisman knew that he was on the right track when he chose to start MetJet. 
He discovered while living in Green Bay, Wisconsin there were no direct flights from Green Bay to Florida.  It was very 
inconvenient to fly only connecting flights or have to tolerate if there is snow, the drive to Milwaukee can take 7 hours 
even though is only 115 miles. 
So Mike did more research about the Green Bay Metropolitan Area’s population of approximately 500,000.  Orlando, 
Florida was the number one destination out of Green Bay. While 40.000 people flew to Orlando, only 18.000 flew from 
Green Bay, the rest drove to Milwaukee for a direct flight even though it is more expensive. 
In the near future, his dream will become reality. On May 25, 2012, his MetJet will take its first ever flight. MetJet is an 
airline company that will provide affordable nonstop air service between underserviced cities (initially Green Bay) to key 
markets, such as Orlando, Fla. and Minneapolis, Minn. 
One challenge Heisman faced in the start-up of MetJet was lack of funding. According to Heisman, the initial cost was 
more than  $2 million. With confidence in his company, he decided to 
look for angel investors. Heisman also looked into a process known as the Regulation D offering which is intended to 
make access to the capital markets possible for small companies that could not otherwise bear the costs of a normal SEC 
registration. He combined the purchase of stock by initial investors’ with free round trip tickets.  By now, the company 
has raised almost a million dollars through this process. 
Heisman’s MetJet is different than the current companies at the market since it will “offer better service and benefits 
than its competitors for the same price.” 
Even though the first flight has yet to be launched, Heisman already has plans of expanding the business.   He sees a 
need for the same type of service in other cities throughout the United States. 
Heisman advised the students to have solid networking in their careers. He said it never hurts to make acquaintances 
and emphasized the importance companies are giving to websites such as LinkedIn. All except one job Heisman has 
worked, he attained through networking. He also told the students that if they are interested in a particular company, 
they should go knock at the company’s door. They need to show how much they want to work for them and keep 
insisting. 
He recommended that some background in information technology and accounting is good for everyone, especially if 
planning to open a business. These skills can save a lot of time and money. Finding as many ways as possible to 
differentiate yourself from the others can only help you in the long run. 
Heisman explained over the years he had gotten all kinds of rejections. Nonetheless, he advised, “If you truly believe 
that is a need for the service that you are providing, then you should go for it.” 
After Heisman’s lecture, students were given the opportunity to ask questions. He thoughtfully explained any time they 




Entrepreneurs enlighten Georgia Southern entrepreneurship 
students 
March 23, 2012 
Georgia Southern University students were intrigued by local 
entrepreneurs Phillip Jennings III and Ellwood G. Ivey during their class visit. Jim Williams, the Chair of the Advisory 
Council for the Center for Entrepreneurial Learning and Leadership, hosted the two businesses men during his 
entrepreneurship class on March 6. Jennings and Ivey brought passion and enthusiasm to their lectures while 
encouraging hard work and determination to be a successful entrepreneur. 
While growing up, Jennings’ family was on a tight budget, which led him to start working when he was quite young. 
“From the time I was 12, I was pushing a lawn mower mowing seven to 10 lawns in one day- and most of the time in a 
trot,” said Jennings. “I was able to put about $50 to $100 in the bank every week, which was a lot of money at the time.” 
When Jennings got older, he found himself working his way through college. After he graduated and found a teaching 
job he had a feeling of wanting more. In 1998, after 16 years at the same job, he decided he had enough. “I walked into 
the school and said, ‘I’m through,’” said Jennings. “I had been there too long and found myself too comfortable in my 
niche.”  
After doing some research, Jennings discovered there was a huge demand for turf at the time. He decided to open 
Jennings Turf Farms, LLC. The company developed all types of turf including a grass that was salt and drought 
tolerant.  Jennings Turf Farms was successful for a number of years reaching a peak of $25 million a year until the 
massive downturn in housing and development. “Change just brought more change,” said Jennings. “Businesses go out 
of business all the time because of lack of use. Society is changing and we have to adapt to change.”   
Jennings realized as an entrepreneur he needed to start looking to develop his “next big idea.” Although he is currently 
on the brink of three new concepts, he only shared one with the class- attire for dogs. “I’m diversifying,” said Jennings. 
“I’m moving into a different realm of something I’ve never done before, but you wouldn’t believe the market that is out 
there of pet lovers!” 
According to Jennings, part of being an entrepreneur is change. “There is no disgrace in failure if you did your best,” said 
Jennings. “You just have to sometimes regroup and start again.” 
After Jennings finished his lecture, students were given the opportunity to ask questions. One student asked, “What was 
the hardest thing you had to give up as an entrepreneur?” Jennings admitted giving up his social life as a young 
entrepreneur definitely created a challenge. “Unless you are committed, it will not be easy,” Jennings said. 
Just as Jennings began his lecture with early entrepreneurial efforts, 
so did Ivey. “I came from humble beginnings myself,” said Ivey. “I remember my first entrepreneur effort was selling 
sweet potato pie with my grandmother.”  Besides selling pies, Ivey also formed a rhythm and blues band when he was 
only 10 years-old. He and his friends played at various spots on weekends and could make $100 in just one night! “One 
hundred dollars was a big a deal in the mid 70’s,” said Ivey. 
Ivey’s biggest project didn’t begin until after a tragic car crash that involved the death of several of his close friends. 
“Entrepreneurs look at a tragedy and try to turn it into a plus,” said Ivey. “That’s exactly what I did.” He started looking 
into the history of DUIs and began tooling with the idea of a car detection system that indicated if a person was 
inebriated. With this idea came the need of experienced researchers and unfortunately, issues with the law. He 
launched the DUIE Project, but it would take Ivey and his team 10 to 15 years before they would begin to be fully 
supported.  Recently, Ivey licensed the technology to Tran Biotech, Inc. 
Always looking for an opportunity, Ivey has invested his time in other endeavors. He recently licensed another 
technology for a new 4D game console with a smell effect that should be in the market this year. Ivey’s interest in 
technology doesn’t stop there. He also just started a website called shareideas.me, a sharing community for creative 
people “to protect, perfect and prosper from their ideas and their expertise.” Holding 10 patents and many other 
copyrights and trademarks from the U.S. Patent and Trade Mark Office, Ivey understands the frustrations of the process. 
According to Ivey, the idea behind the website is to help entrepreneurs protect their idea until they can patent it. 
When students were given the opportunity to ask Ivey questions, one student asked, “During those 10 to 15 years 
before you were supported for your technology didn’t you ever want to just quit?” Ivey explained he knew he was doing 
the right thing because of his research. “I never wanted to give up, but I can definitely say I was frustrated,” said Ivey.  
Williams concluded the lecture thanking the two entrepreneurs and explaining that their stories just further reconfirmed 
what the students have been learning in class. “We have been discussing what a person must sacrifice in the real world,” 




Next ATDC/Creative Coast Seminar on Copyright and Trademark 
March 23, 2012 
Entrepreneur Food for Thought Series: 
Copyright & Trademark: Issues for Start-Ups 
and Small Businesses 
Presented by: 
Benjamin Karpf  
Bouhan, Williams & Levy LLP 
              Thursday April 19th, 2012, 11:30am-1:00pm 
                 Georgia Tech Savannah Campus, PARB Building, Rm #126 
FREE LUNCH PROVIDED   
 To attend, please sign up at http://fftapr19.eventbrite.com by Tuesday, April 17, 2012 
………………………………………………………………..……………………………………………………..………..…….. 
About the Presentation:  
Continuing the Food For Thought presentation from November 2011 (Copyright, Trademark, Social Media and Content 
Licenses: Legal Issues for Technology Start-Ups and Media Companies), this presentation will feature a summary of basic 
copyright and trademark issues. The majority of the presentation will explore how these issues affect established 
businesses and start-up companies. 
About the Speaker: 
Benjamin Karpf is an attorney with Bouhan, Williams & Levy LLP in Savannah. He specializes in intellectual property, 
technology and media law. A native of Savannah, he lived in Washington, DC for many years, where he practiced media 
and IP with a nationally recognized firm. He received his law degree from Georgetown University. Prior to law school, he 
received an M.A. in Communication, Culture & Technology, also from Georgetown. During law school, Mr. Karpf served 
as an Annual Survey Editor for the American Criminal Law Review and worked as a law clerk for the Center for 
Democracy & Technology and the Media Access Project. 
  
Alumni focus: William (Bill) Pittman 
March 23, 2012 
Think starting a business at home is impossible? Think again. William 
(Bill) Pittman (shown left) is proof that hard work and dedication can bring success to entrepreneurs. Over Pittman’s 
career, he has successful started up several businesses from his own home. He built the companies and then sold 
them to other leading companies of the industry. Admitting that his parents weren’t extremely happy with him when it 
all began, Pittman agrees he didn’t always know he would own his own business. 
Pittman graduated from the University of South Florida in 1985 with a degree in chemical engineering. Always interested 
in science, he struggled to find just the right subject to focus on. Landing a co-op job early on in his college career helped 
him decide on this major. “USF has a co-op program,” said Pittman. “I started co-oping as a chemist in a chemical plant 
with chemical engineers and realized- ‘hey, I can do this.’” 
After graduating, Pittman worked as a chemical engineer for a couple of years. He was writing software programs when 
he decided to start his own business. “When I got into business for myself I had a technical background,” said Pittman. “I 
realized you could create the greatest product in the world, but if you didn’t know how to run it, market it and sell it- it 
was going to be difficult.” 
Thus, Pittman decided to go back to school to get his master’s in business administration. “Because I had an engineering 
degree, I never took any business classes. I had to retake all the leveling courses,” said Pittman. “I was running a business 
during the day and going to class at night.”  It would take five years at Georgia Southern University until Pittman 
graduated with his MBA in 1997. 
Over that time, Pittman worked to build up his business, GO Software, Inc. in Savannah, Ga. The company was built 
around a personal computer (PC) based electronic payment processing software. “When the Internet came around, I was 
able to leverage the business into an electronic payment processing on the Internet,” said Pittman. He wrote PCCharge, 
the first Windows based electronic payment solution to process credit card, debit cards and check transactions direct to 
the payment processors. 
What originally started out as Pittman’s single man operation in his bonus room grew to be a 50 employee office staff. 
GO Software was growing at 100 percent a year and Pittman began raising venture capital. He worked to build GO 
Software into a highly profitable company before selling it in 1999. “I ended up selling the company to ShowNow.com in 
Seattle, Wash.,” said Pittman. “That’s what originally brought me out to Seattle.” 
Pittman’s PCCharge grew to become the industry standard PC based payment processing software. It is now sold by 
VeriFone Systems Inc., one of today’s leading companies in payment processing. 
After Pittman sold his first business, he decided to start another in 2001 “I basically said if I can take everything I’ve 
learned to date and I could do it all over again, what would I do?” said Pittman. “I created the next generation payment 
processing technology.” Pittman co-founded TPI Software, LLC which enabled payments to be easily processed on any 
device from any location. He worked to build SmartPayments Server which is now used by major payment processors. 
Pittman ended up selling TPI to Hypercom Corporation, another leading company in payment processing. 
Pittman would go on to work for Hypercom as Vice President of Payment Solutions Group before once again starting 
another company. He started SoundPOS, LLC in 2009 as a way for small business to use a PC based checkout for their 
transactions. In 2010, the company was transitioned to a private investment firm and Pittman shifted his focus to 
Amazon.com.  As Senior Manager of Product Management he worked with Global Payments Product Services. 
Today, Pittman works as Vice President of Product at a company called Total Merchant Services (TMS).TMS is designed 
to help provide solutions to merchants who need to accept credit cards for payment of their goods and services. Pittman 
has helped TMS become one of the leaders in the merchant services industry. “My plans are to stay with TMS as long as 
things are exciting and interesting,” said Pittman. 
For aspiring entrepreneurs, Pittman gives the advice of being a man of your word. “One of the things I have learned is 
that you have to do what you say you’re going to do,” said Pittman. “If you tell people the company is going to do this 
and then you don’t deliver, people lose faith in you. It is all about being true to your word.” Pittman agrees this is one of 
the key factors of success. 
Pittman has also always been a constant believer in taking advantages of opportunities. “You always need to keep your 
eyes open, so you can take advantage of opportunities that present themselves,” said Pittman. “Have a plan but find a 
way to maximize opportunities as they come along.”  
Pittman will be at Georgia Southern University on April 9 to speak at the William A. Freeman Memorial Lecture Series. 
His lecture is entitled “Become an Entrepreneur: Anyone Can Do It” and will be given in the Nessmith-Lane Assembly 




FastPitch 2012 coaching 
March 23, 2012 
The FastPitch 2012 competition is rapidly approaching and on March 15th from 5:00pm competitors received coaching 
on their three minutes elevator pitches and one-page executive summaries.  The coaching session was held in the 
Coastal Georgia Center in Savannah.  36 entrepreneurs attended coaching sessions, tried out their pitch on coaches and 
received 20 minutes of advice and recommendations on how to improve their efforts for the event on the 29th March. 
All of the sessions went smoothly and contestants felt that they were better prepared and ready to meet prospective 
investors.  Louise Hodges of Greenbug LLC explained, “This is the second year I have entered the FastPitch competition 
and I feel honored to make it through twice.  The coaching session, as always was invaluable and has helped me prepare 
my pitch for the investors and judges on March 29th”.  Thank you to all the coaches in 2012: Orjan Isacson (ATDC); Luke 
Pittaway (Georgia Southern); Jim Williams (Georgia Southern Entrepreneurial Fellow); Ray Wenig (Ariel South East Angel 
Partners); Lynn Vos (SBDC); Marjorie Young (SCORE); Ron Medinger (Georgia Southern Entrepreneurial Fellow); Tamara 
Friedrich (Savannah State); Connie Edwards (SBDC); and, Kate Strain (Belzer PC). 
The contestants are now ready and the FastPitch 2012 competition awaits. 
 
  
4th E-Zone Forum – How to get the most out of your marketing 
dollar 
March 23, 2012 
On March 8th 2012 the E-Zone was packed for the 4th E-Zone Forum 
which focused on “How to get the most out of your marketing dollar”.  This was the first event in the series that was 
held at lunch.  Some great speakers and a ‘good old southern home cooked lunch’ brought out the crowds.   We 
continue to be extremely grateful to our series sponsors Dabbs, Hickman, Hill & Cannon LLP and Sea Island Bank. 
The first speaker was Lesley Francis, a fellow Brit, experienced PR entrepreneur and entrepreneurial fellow of the Center 
for Entrepreneurial Learning and Leadership.  Lesley focused on the objective of any marketing effort and explained, 
“You need to use a rifle not a machine gun”.  The way to get value from any marketing effort, Lesley explained, was to 
set clear objectives and identify the exact audience you are hoping to influence.  Only once you have done that should 
you decide which marketing method to use.  Lesley went on to discuss how a small business should manage their 
marketing partners and amused the audience with her tale of a ‘healthy sex/condom’ campaign that was led in London. 
Next to speak was Lynn Lilly.  Lynn is the founder of The Lilly Group an advertising and marketing communications 
company based in Statesboro and she is also an entrepreneurial fellow of the Center for Entrepreneurial Learning and 
Leadership.  Her talk focused on how to develop a focused message and a unique sales pitch in the market.  She argued, 
“…there are eight turbo-boosters that will give you an unfair advantage”.  Discussing each in detail Lynn explained a 
number of campaigns and activities that she had been involved in and used these to explain how each of the turbo-
boosters can work to ensure value for small businesses. 
The last speaker was Dr. Trey Denton, Georgia Southern University’s Professor of International Marketing.  Trey focused 
his talk on how to keep customers once you have them and many of the audience found his presentation of, “…the 
marketing funnel” to be particularly valuable.  The audience also enjoyed Trey’s anecdotes of poor customer service and 
his advice on how to avoid such situations. 
The E-Zone Forum was once again a great success and we would like to thank the speakers (Lesley Francis; Lynn Lilly; 
and, Trey Denton) and the sponsors (Dabbs, Hickman, Hill & Cannon LLC and Sea Island Bank). 
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